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HOME SELLER'S GUIDE 

Sell Your Home for the Best Possible Price 

Proven strategies, expert pricing insight, and a step-by-step roadmap from the local team at PremiumONE 
Realty. 
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SECTION 1 

Why Strategy Matters More Than the Market 
Markets shift, but the homes that sell fastest and for the most money almost always share the same thing 
in common: a clear strategy from day one. At PremiumONE Realty, we combine local market data, 
proven pricing science, and targeted marketing to put your home in front of the right buyers, at the right 
price, from the very first showing. 

What this guide covers 
•​ Pricing your home using real comparable data, not guesswork. 
•​ Preparing your home so it shows its absolute best, room by room. 
•​ Marketing to the buyers most likely to make a serious offer. 
•​ Negotiating offers and terms in your favor. 
•​ Navigating inspection, appraisal, and closing without surprises. 

“The goal isn’t just to sell — it’s to sell for the most money, in the shortest time, with the fewest 
headaches.” 
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SECTION 2 

Pricing It Right From Day One 
The single biggest factor in your final sale price isn’t the market — it’s how your home is priced relative 
to it. Overpricing is the most common (and costly) mistake sellers make. 

The danger of overpricing 
Homes priced too high sit on the market longer, attract fewer showings, and often sell below market value 
once sellers are forced to drop the price. Buyers notice price reductions and use them as leverage. The 
first few weeks on the market generate the most interest and the strongest offers — that window is where 
pricing strategy pays off most. 

How PremiumONE Realty prices your home 
•​ Comparative Market Analysis (CMA): we evaluate recently sold, active, and pending listings 

most similar to your home. 
•​ Local trend data: absorption rate, days on market, and buyer demand in your specific 

neighborhood. 
•​ Condition & upgrades: we factor in renovations, finishes, and any deferred maintenance. 
•​ Strategic positioning: in some markets, pricing slightly below the comparables can spark 

competing offers and drive the price above asking. 

Tip: Price for the appraisal as much as the buyer. A home priced realistically is far less likely 
to run into appraisal issues that can derail a sale. 
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SECTION 3 

Preparing Your Home to Sell 
First impressions happen online before they ever happen in person. A well-prepared home photographs 
better, shows better, and earns stronger offers. 

Declutter & depersonalize 
•​ Clear countertops, closets, and storage areas — buyers open everything. 
•​ Pack away family photos and personal collections so buyers can picture themselves living there. 
•​ Rent a storage unit for excess furniture if rooms feel tight. 

Repairs & small upgrades 
•​ Fix leaky faucets, squeaky doors, and visible drywall cracks. 
•​ Touch up paint in high-traffic areas using neutral, broadly appealing tones. 
•​ Replace dated hardware and light fixtures — high impact, low cost. 

Curb appeal 
•​ Mow, edge, and mulch — yard work is the cheapest return on investment you can make. 
•​ Power-wash the driveway, siding, and front entry. 
•​ Add a fresh welcome mat and a pop of color at the front door. 

Staging for showings 
•​ Open all curtains and blinds; turn on every light before showings. 
•​ Keep temperature comfortable and eliminate odors (pets, cooking, smoke). 
•​ Set the dining table and stage key rooms to highlight function and flow. 

Ask your PremiumONE agent about our pre-listing walkthrough — we’ll tour the home with 
you and build a prioritized prep checklist before photos are scheduled. 
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SECTION 4 

Marketing That Reaches Real Buyers 
Listing a home is easy. Getting it in front of serious, qualified buyers is what actually drives competitive 
offers. Every PremiumONE listing is marketed with the same full-funnel approach. 

Professional photography & media 
•​ High-resolution professional photography, shot for maximum light and space. 
•​ Drone and twilight photography for larger or distinctive properties. 
•​ Walkthrough video and 3D virtual tours so out-of-town buyers can shop with confidence. 

Maximum online exposure 
•​ Featured placement on the MLS and major portals (Zillow, Realtor.com, Redfin). 
•​ Targeted social media campaigns built around your home’s strongest features. 
•​ Email promotion to our buyer database and partner agent network. 

On-the-ground marketing 
•​ Professional signage and printed flyers with key property details. 
•​ Open houses and broker previews scheduled at high-traffic times. 
•​ Direct outreach to agents actively working with buyers in your price range and area. 

Every PremiumONE Realty listing gets a custom marketing plan — there’s no one-size-fits-all 
package, because no two homes (or sellers) are the same. 
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SECTION 5 

Showings, Offers & Negotiation 
Once showings begin, momentum matters. Here’s how to make the most of buyer interest and negotiate 
from a position of strength. 

Making showings easy 
•​ Flexible showing availability captures more buyers, especially in the first couple of weeks. 
•​ Leave the home during showings whenever possible — buyers explore more freely. 
•​ We collect feedback after every showing to fine-tune pricing or presentation if needed. 

Evaluating offers 
•​ Price isn’t everything: financing strength, contingencies, and closing timeline all affect the real 

value of an offer. 
•​ Pre-approval matters: we verify buyer financing before you commit to a contract. 
•​ Multiple offers: when possible, we use competing interest to negotiate stronger price and terms. 

Negotiation strategy 
•​ We counter strategically on price, closing date, repairs, and included items — not just price alone. 
•​ We advise you on which contingencies carry real risk versus standard buyer protections. 
•​ You always make the final call — our job is to make sure you’re deciding with full information. 

 

PremiumONE Realty  |  www.premiumonerealty.com  |  danielle.genovese@premiumonerealty.com  |  908-445-5546 



PremiumONE Realty Seller's Guide 

SECTION 6 

From Accepted Offer to Closing 
An accepted offer isn’t the finish line — it’s the start of the most detail-sensitive phase of the sale. Here’s 
what happens next. 

Inspection period 
The buyer’s inspector evaluates the home’s condition. Minor issues are common and rarely derail a sale. 
We help you respond to repair requests in a way that protects your bottom line. 

Appraisal 
If the buyer is financing, their lender orders an appraisal to confirm the home supports the loan amount. 
Accurate pricing up front is the best protection against appraisal surprises. 

Final steps to closing 
•​ Buyer finalizes loan approval and clears any remaining underwriting conditions. 
•​ Title company completes title search and prepares closing documents. 
•​ Final walkthrough confirms the home’s condition matches the contract. 
•​ Closing day: documents are signed, funds are transferred, and keys change hands. 

Your PremiumONE agent coordinates with the title company, lender, and other agent every 
step of the way — so nothing falls through the cracks between contract and closing. 
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SECTION 7 

Your Seller Timeline at a Glance 
Every sale is different, but most follow a similar rhythm. Here’s a general roadmap from first 
conversation to closing day. 

1.  Strategy Consultation 
Walk through the home with your agent, review comps, and set a list price and marketing plan. 

2.  Prep & Photography 
Complete prep work, then schedule professional photos, video, and 3D tour. 

3.  Go Live & Promote 
Listing launches across MLS, portals, social media, and our buyer network. 

4.  Showings & Open Houses 
Buyers tour the home; feedback is collected and reviewed in real time. 

5.  Offers & Negotiation 
Offers are reviewed, compared, and negotiated to the strongest terms. 

6.  Under Contract 
Inspection, appraisal, and lender underwriting move forward on schedule. 

7.  Closing Day 
Final walkthrough, signing, and keys handed to the buyer — sale complete. 
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SECTION 8 

Let’s Get Your Home Sold 
Every home and every seller’s goals are different. The strategies in this guide work best when they’re 
tailored to your property, your timeline, and your local market. That’s where we come in. 

Ready for a free home valuation and pricing strategy session? 
Reach out to a PremiumONE Realty agent today — no obligation, just clear answers about what your 
home could sell for and how we’d get it there. 

 

www.premiumonerealty.com  |  danielle.genovese@premiumonerealty.com  |  908-445-5546 

PremiumONE Realty  |  www.premiumonerealty.com  |  danielle.genovese@premiumonerealty.com  |  908-445-5546 


	What's Inside 
	Why Strategy Matters More Than the Market 
	What this guide covers 

	Pricing It Right From Day One 
	The danger of overpricing 
	How PremiumONE Realty prices your home 

	Preparing Your Home to Sell 
	Declutter & depersonalize 
	Repairs & small upgrades 
	Curb appeal 
	Staging for showings 

	Marketing That Reaches Real Buyers 
	Professional photography & media 
	Maximum online exposure 
	On-the-ground marketing 

	Showings, Offers & Negotiation 
	Making showings easy 
	Evaluating offers 
	Negotiation strategy 

	From Accepted Offer to Closing 
	Inspection period 
	Appraisal 
	Final steps to closing 

	Your Seller Timeline at a Glance 
	Let’s Get Your Home Sold 
	Ready for a free home valuation and pricing strategy session? 


